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HE educational spirit is now per­
vading all aspects of Modern 
Business. It is becoming in­
creasingly difficult to find a 
business organization with an 
eye to future development that 
is not giving careful thought 
and valuable time to the pro­
ductive training of its employees. In many 
cases the organization has established its own 
courses of study and makes class attendance 
compulsory. In other cases, the organization is 
enabling selected groups of
its employees to take up 
special subjects in late 
afternoon or evening classes 
at an approved school, 
either by advancing the tu­
ition cost or by refunding 
it upon the completion of 
the courses.
And in nearly every case, 
the organization, which is 
unable to take charge of 
the educational welfare of 
its employees, lets it be 
known that those employees 
who on their own initiative 
spend their personal over­
time in self-development 
will have the preference, 
all other things being equal, 
for promotion. It is the
day of educational preparedness for Business.
The National City Bank of New York was 
one of the first business organizations to recog­
nize the importance of educating its employees. 
To-day it has an elaborate curriculum under the 
supervision of a high-salaried educational ex­
pert. There are classes in Arithmetic, Pen­
manship, Commercial Geography, English, 
Spanish, French, German, Russian, Law, Polit­
ical Economy, Banking, Accounting, Foreign 
Exchange, Foreign Trade, and various other 
subjects. Attendance is practically compulsory. 
Full credit is also given for educational work 
done at outside institutions approved by the 
bank. The purpose of the educational plan is
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so thoroughly to develop the 1000 or more em­
ployees of the Bank in a knowledge of the 
broad as well as the technical aspects of bank­
ing that they will be of steadily increasing 
value to the Bank, especially in foreign fields.
The Edison Company of New York is another 
progressive company that believes in the edu­
cation of its employees. It has worked out 
and put into operation an intensive system of 
education designed to broaden the business out­
look of its employees and to give them the 
technical knowledge which will best serve the 
Company’s commercial in­
terests. New subjects are 
being added to the curric­
ulum all the time, and it 
will not be long before the 
Company will be conduct­
ing within its own walls a 
school that gives instruc­
tion in every phase of the 
Company’s business. Full 
recognition is given to even­
ing courses of study taken 
at any approved educational 
institution.
The General Electric 
Company is a leader in this 
educational movement. At 
its home office in Schenec­
tady it is conducting classes 
in Accountancy and Busi­
ness Administration for
chosen groups of employees, who, it is believed, 
will develop managerial capacity. During the 
past year courses in English have been offered 
as well. For a long time some of the ablest 
executives of this great Company have been 
addressing themselves to the problem of increas­
ing the productivity of all their employees by 
means of a sanely conceived and organized sys­
tem of education. The relations between the 
General Electric Company and the public school 
system of Schenectady have long been most 
intimate; and employees are encouraged to 
spend their evenings in study.
The Standard Oil Company of New York 
every year conducts special classes in Account-
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ancy and Business Administration 
—one for groups of young men 
whom it purposes to send to for­
eign fields, and another for selected 
executives. Though these classes were first con­
ducted as experiments, the results have been 
so satisfactory that the work will be continued 
indefinitely. Classes in Applied English are also 
maintained by the Company. Many of the 
employees of the Company are pursuing even­
ing courses in Resident Schools or Extension 
Courses, in order to equip themselves for ad­
vancement.
The Guaranty Trust Company of New York 
is another up-to-date business organization alive 
to the necessity of educating its staff. Classes 
in English and in various other subjects are 
already being held upon Company time and at 
Company expense; and an elaborate system of 
education embracing many subjects, a knowl­
edge of which will make the employees more 
valuable to the Company, is under advisement 
and will shortly become a reality. The Com­
pany also regards with much favor those of its 
employees who, of their own volition, take up 
educational courses elsewhere upon their own 
time and at their own expense.
The large department store of B. Altman & 
Company of New York has organized an edu­
cational curriculum, part of which is under the 
direct supervision of the New York Board of 
Education. Classes are held in various subjects 
that have a direct bearing upon the interests 
of the store. The faithfulness with which em­
ployees attend these classes, or outside evening 
classes, and the intelligence with which they 
do their work, have a definite bearing upon their 
chances for promotion. Thus far, the results in 
increased efficiency on the part of the employees 
have more than justified the outlay of time, 
thought, and money made necessary to organize 
and conduct the educational work.
The well-known piano manufacturing firm of 
Steinway & Sons of New York has long made 
it a practice to enroll a certain number of prom­
ising employees each year in evening courses 
in Accountancy and Business Administration, in 
order to be provided with a constant supply of 
developed managerial ability. The firm re­
gards its investment of money and thought as 
having been highly productive, and will un­
doubtedly extend its activities in this field.
There are many other business organizations 
which are doing just as noteworthy educational 
work for their employees as are the above or­
ganizations. Lack of space prevents the men­
tion of more than a few of them—for example,
the National Cash Register Com­
pany of Dayton; the Ford Motor 
Company of Detroit; the Winches­
ter Repeating Arms Company of 
New Haven; the Southern Cotton Oil Company
of Savannah; the Standard Oil Company of 
New Jersey; the Travellers’ Insurance Com­
pany of Hartford; the Metropolitan Life Insur­
ance Company of New York; the Tide Water 
Oil Company of New York; the Franklin Rail­
way Supply Company of New York; the Amer­
ican Bridge Company of Pittsburgh; the Amer­
ican Steel and Wire Company of Worcester; 
the Union Gas Company of Brooklyn; the Bur­
roughs Adding Machine Company of Detroit; 
the Eastman Kodak Company of Rochester, 
and the Larkin Company of Buffalo.
The foregoing facts prove that business or­
ganizations have come to realize the economic 
value of the trained man. Moreover, they are 
insisting that ways and means be found to train 
him. If he takes the initiative himself, so much 
the better. In any event, it is transparently 
clear that every young man and woman who 
wishes to get ahead in Business must study— 
usually in late-afternoon, or evening, classes, 
which are now widely available, and apply the 
results of his or her study to the facts of mod­
ern commercial life. Moreover, it is rapidly 
becoming evident that, in order to retain even 
an ordinary routine position, one must show a 
capacity and a desire for self-development.
The whole current of things commercial and 
industrial is education-ward. Woe to the be­
nighted man or woman who feebly tries to stem 
it, so far as he or she is concerned, by ignorance, 
indifference, or laziness! Enroll in evening 
classes, young person of foresight, and thereby 
fall in with the current! It will carry you on­
ward to increased usefulness, increased earning 
power, and increased happiness!
THE following remarks by Colonel W. C.Cornwell, to the Salesmanship Club of New 
York, are worthy of a moment’s pause and 
thought by every business man, whether young 
or old:
“The ebb tide will try men’s capacities. It is 
easy to hold a position when everyone is busy 
and all business organizations are requiring more 
employees. But who will stand the test when 
there comes a hesitation in Business?
“The ebb tide—whether it be soon or long 
after the present flood tide—will call for the best 
that is in the business brains of our country’s 
commercial organizations.”
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THIRTY-FIVE years ago working at a lathe in a ma­chine shop in a little Illinois 
town for seventy-five cents a day; 
to-day President of the National 
City Bank of New York, the larg­
est financial institution in the 
United States, head of the Inter­
national Banking Corporation with 
branches throughout the world, or­
ganizer and chairman of the Board 
of Directors of the American In­
ternational Corporation with its 
world-wide plan of commercial 
conquest, leader in the organiza­
tion of the Midvale Steel and Ord­
nance Company, railroad director, 
and authority on all aspects of fi­
nance and economics, especially in 
their national and international ap­
plication, with an annual income 
that is a princely fortune—such 
has been the amazing business ca­
reer of Frank A. Vanderlip, LL. 
D., who is now but fifty-two years 
old.
And there are still backward­
looking failures who deplore the 
passing of the good old days when 
it was so much easier to succeed 
than it is nowadays! To such as 
carp in this wise, Mr. Vanderlip’s 
career gives the lie direct, for 
every phase of it finds its basis in 
the development of merit, ability, 
industry, and character. In read­
ing of the success that Mr. Van­
derlip has won, the young men of 
to-day should be inspired to make 
the most out of themselves every 
minute of every day, knowing that 
Opportunity has never before come 
so boldly or so frequently out in­
to the open as she is doing in this 
very generation.
Obstacles to be overcome, it has 
been said, often prove blessings in 
disguise. According to this theory, 
Mr. Vanderlip, when a boy and a 
young man, was exceptionally 
blessed. He was born on a large 
farm near Aurora, Illinois. His 
father died when he was only twelve 
years old, and Frank, as the eldest 
of three children, was forced to be­
come the chief support of the fam­
ily. The farm, which was heavily 
mortgaged, was sold when he was 
sixteen, and the family went to Au­
rora to live. Here Frank went to 
work in a machine shop at a daily 
wage of seventy-five cents.
Having an insatiable thirst for 
knowledge, he read everything that 
he could get hold of, being at that 
time especially interested in elec­
tricity and mechanics. By dint of 
careful skimping and saving, he was 
able to spend a year at the Univer­
sity of Illinois, where his total year-
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ly expenses were $265, a part of 
which he earned by working as a ma­
chinist on Saturday afternoons.
On his return to the machine shop 
at Aurora—for the family purse 
needed his earnings again, he mas­
tered shorthand by mail, hoping that 
with this knowledge he could get 
out of manual into mental work. The 
machine shop shut down for lack of 
business and young Vanderlip se­
cured a job on the local daily paper 
as assistant editor, bill collector, and 
general office boy. His earnings 
averaged from six to eight dollars
management over to him three or 
four years later when he (Mr. John­
son) became financial editor of the 
Chicago Tribune. Later, through 
Mr. Johnson’s friendship, Mr. Van­
derlip was given a position as re­
porter on the Tribune. Soon he be­
came assistant financial editor, and 
finally financial editor. It was not 
long before he was widely recog­
nized not only as a very able finan­
cial writer, but as an authority on 
financial matters.
Biograph­
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President, National City Bank 
of New York
a week, depending upon the amount 
of his collections!
At this time, Joseph French John­
son — now Dean of the School of 
Commerce, Accounts, and Finance, 
New York University—who had been 
reared in Aurora, became acquaint­
ed with Young Vanderlip and be­
gan to map out courses of reading 
for him, chiefly along economic 
lines. Mr. Johnson, college trained, 
was then manager of Scudder’s In­
vestigation Agency in Chicago, 
which made a specialty of supplying 
bankers and brokers and commer­
cial houses with financial informa­
tion. Mr. Johnson gave young Van­
derlip a position as stenographer 
with his concern, turning its entire
It was this justly won reputation 
that attracted Lyman J. Gage, then 
Secretary of the Treasury, to him. 
Mr. Gage appointed him his private 
secretary—an appointment which 
young Vanderlip gladly accepted; 
for, with that extraordinary pre­
science which has since been so 
characteristic of him, he foresaw 
that life in Washington would teem 
with opportunities for growth and 
advancement.
Such proved to be the case, for 
Mr. Vanderlip’s ability so im­
pressed Mr. Gage that he elevated 
his private secretary to the position 
of Assistant Secretary of the Treas­
ury, where one of the first things 
he had to do was to handle the 
$200,000,000 Spanish War loan. So 
skilfully did he do this work that 
he attracted the favorable notice of 
financiers the country over, among 
them being James Stillman, presi­
dent of the National City Bank of 
New York. A little later Mr. Still­
man offered Mr. Vanderlip a vice­
presidency, despite the fact that he 
had never had even a minor bank 
position in his life. After eight 
years’ service as vice-president, dur­
ing which time he had built up the 
greatest bond business in the coun­
try, he was elected president.
It is Mr. Vanderlip’s ambition to 
make the United States the greatest 
financial and commercial nation 
in the world, and the National City 
Bank as effective a means as pos­
sible to that end. Hence, upon the 
passage of the Federal Reserve Act, 
the National City Bank began to 
open foreign branches, the most im­
portant of which are in Buenos 
Aires, Rio de Janeiro, Sao Paulo, 
Santas, Montevideo, Havana, Santi­
ago (Cuba), and Santiago (Chile). 
Mr. Vanderlip’s vision of the great 
opportunity for American industry 
and finance in foreign fields led him 
to organize the $50,000,000 American 
International Corporation, which 
during the past year has made im­
portant contracts for construction 
work in China, South America, and 
the near East. The corporation has 
acquired large shipping interests and
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YEARS are the units 
which measure 
achievement in the 
lives of human be­
ings and of corporate beings.
Both make their yearly resolu­
tions, both, save for certain 
feminine exceptions, find the year 
a convenient unit, and both have their lean years 
and their fat years. Much cannot be said of 
the year as an accurate unit when taken singly, 
especially with respect to fluctuating profits in 
a hazardous venture. For a simple illustration, 
our friends, Smith and Jones, pay an income tax. 
Smith is conservative and gets a regular annual 
income of $5,000 for five years, total $25,000. 
Jones is radical and his profit and loss account 
for the first, third, and fifth year of these years 
shows in each year a net profit of $15,000, total 
gain $45,000, with losses in each of the second 
and fourth years of $10,000, total losses $20,000. 
Being married, Smith pays a tax each year on 
$1,000, and for the five years he pays on $5,000. 
Jones is likewise married, and pays an income 
tax in each of the three years in which he had 
profits on $11,000, or on $33,000 in all. During 
the five years each has secured a net income of 
$25,000, yet Jones pays over six and a half 
times as much income tax as does Smith. These 
columns are concerned only with the Law, so 
that neither the justice of this taxation nor the 
difficulties which would result were any other 
rule invoked, need be discussed. Suffice that 
the year is an artificial unit, and like other arti­
ficial expedients is not true in every exigency.
Those unfamiliar with corporate undertakings 
assume that their profits are fairly stable be­
cause dividends of uniform amount are declared 
from year to year. This uniformity in dividends 
by no means indicates a uniformity in profits. 
Even the most conservative corporations have 
large fluctuations in annual net earnings. Re­
serves accumulated during the “fat” years fre­
quently afford a basis for dividends declared in 
the “lean” years. Stock market prices on cor­
porate stock are better maintained by this pol­
icy of fixed dividends.
Suppose a corporation with no surplus sus­
tains losses in one year, but makes a profit in 
the next. May this profit be distributed as divi­
dends without making up the losses of the pre­
ceding year? English courts have adopted the 
year as the unit for determining corporate prof­
its. Seemingly, English stockholders may for­
get their yesterdays, bask in the prosperity of 
the present, and let the future take care of it­
self. One court held that if a corporation con­
ducted an enterprise subject to 
frequent profit fluctuations, it 
would be legal for the directors so 
to declare dividends from profits of 
prosperous years without making up the losses
of other years, as to distribute among the stock­
holders, over a series of years, the entire cap­
ital stock. Probably a case which went to ex­
tremes held that if profits had been earned in 
one year, and not distributed, insolvency in a 
succeeding year would not prevent these pre­
viously earned profits from being the subject 
of a legal dividend.
American texts frequently enunciate prin­
ciples founded upon what I venture to call “the 
year unit rule.” However, an examination of 
the footnotes discloses that the author depends 
upon English cases. There are few American 
decisions involving the point for the very sim­
ple reason that in most of the states statutes 
provide for this contingency. These statutes 
prohibit directors from reducing, impairing, or 
distributing capital stock among the stockhold­
ers in the form of a dividend. I have failed to 
find any case of consequence holding otherwise 
from states where these statutes are not in 
force. Confusion that may have existed on this 
point may be removed by a simple statement 
of the rule:—In this country dividends may be 
declared only out of profits, and only when the 
capital stock is not impaired by losses, no mat­
ter when profits are earned or losses incurred. 
By the words “only out of profits” I refer to 
accumulated as well as current revenue. A cor­
poration having a surplus may, despite a loss 
in the current year, declare a dividend out of 
the surplus.
A Connecticut court permitted a railroad to 
distribute dividends to certain preferred stock­
holders, without making up losses of previous 
years, in spite of a general statute to the effect 
that the capital stock must be retained intact. 
This preferred stock had been issued under a 
special statute of the legislature at a time when 
the railroad was insolvent for the purpose of 
taking it out of the hands of the receiver and 
effecting a reorganization. To hold the general 
statute applicable in this case would, according 
to the court, interfere with the marketability of 
the stock, and thus defeat the intent of the 
legislature in extending this privilege. This 
case in no way violates the fundamental rule, 
because it involved a special statute germane 
only to the corporation in question. (Cotting 
vs. R. R. Co., 54 Conn., 156.)
Quite an interesting situation developed in a 
New Jersey case. The state statute permitted
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the stockholders, unless the cer­
tificate of incorporation or by-laws 
provided otherwise, to specify what 
profits should be reserved from dis­
tribution to increase working capital. This 
power had been placed by the stockholders in 
the hands of the directors, who held back prof­
its and invested them in securities. From the 
surplus thus established a dividend was declared 
to the preferred stockholders. The common 
stockholders then contended that the surplus 
was the property of the corporation and not 
available for distribution, but the court did not 
sustain them. This ruling was based upon a 
surplus used for the purchase of securities, and 
not for working capital. Nevertheless, the de­
cision intimated that even if these accumulated 
profits of other years had been used as working 
capital, they could be the source of a legal divi­
dend. (Bassett vs. Foundry Company, 74 N. J. 
Eq., 668.)
Needless to say, it is a relief to find that 
the subject of corporate dividends in this coun­
try is not complicated by perplexities incident 
to “the year unit rule.” Rights of creditors, in­
vestments of stockholders, and corporate well­
being are better conserved by confining divi­
dends to increment over and above the amount 
of the capital stock. The only possible excep­
tions to this rule are cases of mining or other 
corporations whose assets are consumed in 
realizing profit—cases which have been hereto­
fore discussed.
A Case 
of 
Fraud
HOWEVER leniently disposed humanity 
may be toward a criminal, no sympathy is 
extended toward the creators of criminals. Too 
often these snakes in the grass escape, leaving 
their victims to bear the wrath of society. A case 
in which the victim escaped and the snake was 
caught challenges interest. Here was an in­
stance in which the worm turned upon the 
snake, and although the worm may have been 
treacherous toward friends, there is consola­
tion in the punishment of the snake. Aside 
from this novel feature of the old story of 
stock speculation undermining character, there 
is in the decision a striking analysis of what 
constitutes fraud and deceit. It is suggestive 
of remedial measures in analogous situations 
which might be overlooked.
A junior member of a law firm speculated in 
stocks on margin through a broker. He lost 
heavily, sunk all the property he and his wife 
owned, and embezzled certain moneys belong­
ing to his firm, together with funds held by 
them in trust for clients. Upon discovery by
Five 
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the firm of the loss of these funds, 
he confessed his guilt. The losses 
were made good by the firm, the 
firm dissolved, and he was thrown 
out of employment. Through the influence
of friends, aided by evidence of reformation on 
his part and a promise to keep away from the 
stock market, it was agreed, during October, 
1910, that he would be retaken into the firm on 
November 1st of that year. Between the date 
when this agreement was made and November 
1st one of the older members of the firm visited 
the stockbroker, informed him of all the cir­
cumstances and secured a promise that, should 
the young man again speculate, the partners 
would be notified. The stockbroker said, 
among other things, “We never take on a cus­
tomer on a marginal account who occupies a 
trust position, like a bank clerk or an insurance 
clerk.” At the time of this conversation the 
junior partner had an account with the stock­
broker, opened on October 21, 1910. The junior 
partner continued his speculative ventures with 
the inevitable consequences of further losses 
accompanied by other embezzlements. About 
November, 1912, he absconded. Action was 
then commenced by the partners against the 
stockbroker for fraud and deceit.
To support their case, the law firm estab­
lished the five requisites of fraud: the making 
of a representation, falsity of the representation 
made, knowledge by the stockbroker of its 
falsity, reliance by the firm on the representa­
tion, and that the immediate cause of the loss 
was the representation. The court sustained 
the partners, and confirmed a judgment for a 
large amount.
An analysis of the decision would be of in­
terest from a technical legal standpoint. Never­
theless, the main feature which will appeal to 
the lay-reader is that there is a remedy at law 
for cases of this character.
SOME lawyers oppose teaching law to laymen. Their attitude is no more logical than that a physician who would oppose teaching hy­
giene or sanitation to the public. A lawyer gains 
little in fee or in reputation from clients unable 
to protect themselves legally. Those who reap 
the larger reward of the profession number 
among their clients executives who know how 
and when to use the law as an ally in the game 
of business.
Caveat emptor is a rule which denies protection to 
the man who fails to use his five senses when 
bargaining. It typifies the individual initiative and 
self-reliance of the English-speaking peoples.
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COULD you suggest to me the name of some book as a sort of a primer of philosophy? Is 
there such a thing as a science of 
knowledge? If so, is this philosophy, or is it 
something else?—P. H. K.
So far as our observation goes, the best book 
with which to begin the study of philosophy is 
Stuckenberg’s “Introduction to the Study of 
Philosophy.”
You will find in the outset some thirty or 
forty pages given to the definition of “philoso­
phy,” and all of the supporting work in the book 
is clearly and distinctly stated. Philosophy, as 
you know, is not an especially easy study, and 
if you survive this elementary book, you can 
take your choice of several philosophic works for 
the continuance of your study.
A corporation is formed with an authorized 
issue of $25,000 in Capital Stock, of which $10,­
000 is subscribed.
Bookkeeper makes the following Journal en­
tries :
Sundries to Capital Stock $25,000
Subscription, A.............$5,000
Subscription, B............. 5,000 $10,000
Treasury Stock..........................$15,000
He refers to a work on accounting written 
several years ago as authority for entering 
authorized but unsubscribed Capital Stock as 
Treasury Stock. In further defence of his 
theory he states that as nearly every corpora­
tion report required by State and Federal 
authorities asks the amount of authorized stock, 
also the amount of treasury stock, both items 
should be of record on his ledger.
The April issue of The Pace Student, page 
No. 78, contains the following statement: 
“Sometimes the erroneous practice is found of 
setting up the authorized but unissued stock as 
‘Treasury Stock.’ ”
Kindly state wherein the bookkeeper’s theory 
is at fault, and what constitutes “Treasury 
Stock.”
We continue to find the answers to account­
ing problems in The Pace Student of great 
value, and often couched in terms which we 
can use verbatim in settling a mooted ques­
tion.—J. S. H.
We are aware that the work on Accounting 
to which your question refers states that it is 
correct to set up in the financial books author­
ized but unsubscribed and unissued capital 
stock, and there are perhaps other authors who 
take the same position. Nevertheless, such a
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procedure is contrary to the best 
American practice. This practice 
probably is based on the fact that 
the capitalization or corporations, 
so far as the authorized issue of stock is con­
cerned, is a nominal matter, and can be fixed 
at any desired amount, subject to the payment 
of the required fee. While it is true that cor­
poration reports require that the total amount 
of authorized capital be shown, there is rarely a 
requirement in this country that such author­
ized capital shall be shown in the balance sheet, 
or in any other strictly financial statement. In 
fine, the amount of the authorized capital is a 
purely corporate matter and is not necessarily 
closely associated with the actual contributed 
capital. The amount of such authorized issue 
and the issues that have been made are always 
recorded in the Minute Book, and the informa­
tion is obtainable at any time from that record. 
The term “Treasury Stock” should be reserved 
to designate stock that has been issued, but 
which has found its way back into the treasury 
of the company, either by purchase, when that 
is permitted, or by donation. So far as we 
know, the C. P. A. examining boards of the 
country have held to the views given in this 
answer. We trust, therefore, that you will be 
able to convince the bookkeeper to whom you 
refer, both on the ground of accepted practice 
and theoretical accuracy.
What is the proper treatment in the accounts 
of bonds bought at a discount, and is the term 
“amortization” properly applied to the process 
of bringing their value to par at maturity? 
Should there be a difference in treatment of 
securities bought for speculation and those 
bought for investment?—T. L. H.
The variations in the price of bonds above or 
below par are technically considered as an inter­
est adjustment, and as such should be allocated 
over the time until maturity. This process is 
usually called amortization, which has been de­
fined as the writing off of any debit or credit 
balance over a number of accounting periods.
Where bonds are bought for speculation, the 
above process is not usually followed, but the 
bond accounts are debited or credited with the 
net amount paid or received therefor.
How should securities bought on margin be 
handled? For instance, the purchase of a bond 
for $875, with an initial deposit of $25 covering 
the margin, and subsequent payments, to be 
applied to the purchase price, of $100 and $50, 
and an interest payment on the bond of $25.
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Is the margin any part of the pur­
chase price, and should accounts be 
raised with the broker and with 
the bond?—T. L. H.
On the books of the broker the customer’s
account is credited with all payments made by 
him, and with the interest received, and is deb­
ited with the bond purchased. The account 
after the above transactions would appear with 
a debit entry of $875, and with credit entries 
for the $25, $100, $50, and $25, leaving the ac­
count with a debit balance of $675. Such an 
account is said by the broker to be “long,” and 
the difference between the debit balance and 
the market price of the bond is said to be the 
“margin” on the account.
On the books of the customer the broker 
would be debited with the various payments 
made and with the interest on the bond, and 
would be credited with the cost of the bond. 
This account would appear after the above 
transactions with a credit balance of $675. No 
separate account need be kept with the bond 
until it is delivered by the broker.
Does a woman cease to be an infant, in the 
legal sense, if she marries before she reaches 
her majority?—P. K.
The general rule is that the marriage of a fe­
male infant emancipates her for all purposes. In 
New York, however, she remains an infant for all 
purposes until she reaches the age of 21, with the 
exception that her parents’ control over her ceases 
at her marriage.
Do I understand the term “tenement” cor­
rectly, when I say it differs from an easement 
therein that it is made up of things tangible 
plus things not tangible, while an easement be­
longs altogether to the things not tangible?— 
P. K.
In law, three terms are used to denote real 
property. The first, land, includes the soil and 
everything affixed to it. The term “tenement” 
is a broader term, and it not only includes the 
ground and whatever is affixed to it, but also any 
right or privilege growing out of the ground, 
such as the right of a person to pass over the 
ground. As an easement is merely a right or 
privilege which one has in the land of another, 
it is comprehended in the term “tenement.” The 
term “hereditament” takes in anything that may 
be inherited, so that it includes soil and every­
thing affixed to it and every right growing out 
of it, and it also includes any particle of personal 
property which under the law would descend to 
the heir, such as paintings in mansion houses of
estates in England. An easement, 
of course, is a thing not tangible.
A concern is engaged in the busi­
ness of selling articles on the instalment plan,
the contracts calling for payments at stated in­
tervals. Is the concern justified in setting up 
the amount called for on these contracts as Ac­
counts Receivable? Should discount on all the 
accounts be figured and deducted to arrive at 
the exact present value of the contract amounts?
When the concern indicated has fulfilled its 
portion of the contract, that is, has made com­
plete delivery thereon, and the contracts are 
the ordinary contracts of purchase, it is cus­
tomary to set up the amount of these contracts 
as Accounts Receivable. It is usual also to 
provide a reserve for possible losses thereon. 
In the ordinary statement prepared for a run­
ning business, it is not necessary to calculate 
possible discount in advance upon these ac­
counts, as the discount is essentially connected 
with the collection and not with the sale, and 
should be borne by the accounting period, which 
has the advantage of the increased capital re­
sulting therefrom. If the contracts are of long 
duration, the present value is sometimes cal­
culated in statements where it is necessary to 
know the exact value. Such statements, how­
ever, are the exception and should not, ordi­
narily, form the basis for profit and loss cal­
culations. Otherwise, one period will have to 
suffer a cost for which a succeeding period 
receives the benefit, which is contrary to the 
fundamental accounting principles of periodic 
divisions of income and expense.
Would you please explain to me estates in 
possession, reversion, remainder—also particular 
estate? I can’t understand remainder being 
vested or contingent.—A. C. D.
An estate in possession is any interest that you 
own and enjoy by virtue of your possession of 
the property itself.
An estate in reversion is one where the inter­
est remains in the grantor, or his heirs, to be 
enjoyed by him, or them, upon the termination of 
the particular estate. For example, A grants an 
estate to B for his (B’s) life. On B’s death the 
estate would revert back to A, if living, or, if he 
is dead, to his heirs. Such an estate would be an 
estate in reversion.
An estate in remainder would be as follows: 
A grants an estate to B for his (B’s) life, with 
remainder to C. C’s estate would be an estate 
in remainder. B’s estate would be the particular 
estate.
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Honesty
Reserve
for
Better­
ments
HONESTY— a home­
ly word but sweet, 
conveying to our 
grateful hearts a 
sense of security, of rugged
fairness, of dependability, of 
virtue that carries far beyond 
the mere protection of property
rights.
True, you must not without permission take 
and use my horse, my gold, my loaf of bread; 
but neither should you violate that higher hon­
esty that apportions to each man the things to 
which he is justly and fairly entitled, regardless 
of statute law or court decision.
Honesty, on the part of the employer, ad­
vances the wage scale before the strike, or 
maintains it despite the strike; it provides, so 
far as humanly possible, good air, good light, 
good tools, disability and
old-age benefits, education 
for advancement, and other 
legitimate products of co­
operative effort, for the men 
and women who make cap­
ital productive.
Honesty, on the part of 
the employee, leads him to 
a cooperative view of his 
employment—a belief in his 
work and in his organiza­
tion; it leads him to con­
serve for his organization 
the time he sells as though 
it were actual money; and 
it requires of him, so long as 
he serves, conscientious at­
tention to duty regardless of 
supervision, and whole-heart­
ed loyalty to the enterprise of which he is a part.
Honesty, in fine, rises above the letter of the 
law and the letter of the contract, and enters 
the realm of moral right and wrong, apportion­
ing the credit, the blame, the wage, the salary, 
the profit, in accordance with a fair and con­
scientious interpretation of the rights of all.
Without the fundamental quality of honesty, 
the most artful and painstaking effort produces 
but a spurious imitation of worth, a structure 
foredoomed to ruin; with it we can build in a 
man, in a business, in a nation, every attribute 
of character and greatness, a structure fore­
ordained to stand.
RAILROADS have found great advantage 
in withholding from the income of each 
year a certain definite amount as a Reserve for
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Betterments. With the constant 
increase of traffic demands and of 
competition, frequent betterments 
of trackage, of rolling stock, and 
of other equipment, are necessary to maintain
the volume of traffic and to increase that 
volume.
Similarly, young men of to-day are finding it 
greatly advantageous to build up a Reserve for 
Betterments. The constant demands of Busi­
ness and of competition require that the young 
man in commercial life must, with each year, 
be able to render better service, be equipped 
with more thorough knowledge and more defi­
nite technical training, than during the year be­
fore, in order that he may secure a better in­
come or even maintain his relative position in 
the commercial world.
Is your reserve for personal betterments suffi­
cient to meet the needs of
the new fiscal year and of 
succeeding years? How 
many hours are you reserv­
ing from pleasure — how 
many dollars are you re­
serving from your weekly 
income—for this reserve, in 
order that you may by in­
creased mental efficiency 
produce greater income and 
occupy a higher place in 
the Business World of to­
morrow?
Produc­
tivity
PRODUCTIVITY is the 
thing, my son, produc­
tivity. Dreams, visions, 
plans, and hopes may prop­
erly find their way into
your mental hopper, but the world measures 
you by the grist you grind. Encourage, if you 
choose, your longing for literary expression, 
your aspiration to clothe noble thoughts in en­
during words, but in the meantime justify your 
board and keep by a tangible product—the sell­
ing of goods or the writing of letters. Dream 
yourself, if you choose, a great captain of in­
dustry—imagine yourself rewarding merit, alle­
viating the burdens of labor, and endowing 
universities—but down in the world where the 
rest of us live, please saw a little organization 
wood.
All honor to the boy who aspires to be Presi­
dent but who manages a paper route in the 
meantime, for he transmutes his dreams and 
hopes into the realities of service and profit; 
and all honor, too, to the bookkeeper who sees
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his own shadow big on the screen 
of the future, but who to-day, now, 
offers a product of unfailing cheer­
fulness and accuracy in his work.
Produce, and your reward will be certain. Pro­
duce liberally, and your reward will be both 
certain and great.
“Ye shall know them by their fruits.”
MR. EMPLOYEE of the Fixed Income, our keen sympathy goes out to you in these prosperous days of war profits, of $10 flour, of 
$3 potatoes, of 60-cent eggs! Your little monthly 
stipend from the government, the city, or the 
school board, once did valiant service for you 
and wifie and Johnnie and Susie. Of course, 
you and wifie planned down to the nickel, even 
in those faraway days of affluence. There was 
so much for rent, so much for wood, so much 
for clothes, a little for incidentals, and a wee 
bit for the savings account. But by dint of 
thrifty management you lived in quiet comfort, 
never relieved from economic pressure, but with 
fair prospect of economic security.
The prices of the things you buy, however, 
are subject to variations; and the variations 
since you and wifie went into partnership have 
been consistently in one direction—upward. 
Your Fixed Income, on the other hand, has 
been steadiness itself—the check each month for 
$83.33, or $100, or $125 calls for the same num­
ber of dollars, if not for the same purchasing 
power, now as it did ten years ago. Perhaps 
your income has been rigidly advanced a notch 
—the extra $8.33 or $16.66 a month is more 
than offset by the increasing needs of Johnnie 
and Susie, and the demands of their husky little 
brother who drifted in on the crest of the high- 
price wave.
Little by little, the expansion of prices playing 
against the fixity of income has made itself felt. 
You have let little luxuries go by the board, 
wifie has made over her hats, not once but 
twice, you have moved to cheaper quarters, 
you took temporary work during your last va­
cation, and your family must soon pass from 
stews and pot-roasts to meatless days, in true 
war style.
In fine, your real income—your power to buy 
—has been reduced by every advance in the 
price of commodities, and you find yourself, in 
common with many of your neighbors, facing an 
economic crisis.
You say the facts are well known—your in­
terest is in the remedy; you ask the way out. 
There are easier problems to solve. Aside from 
the relief that would come with an era of lower
prices—an era not yet in prospect— 
there are only two ways of chang­
ing the net results. The first is 
retrenchment of expenditure, a rem­
edy you have already applied, and there is a
limit in this beyond which you cannot go. The 
other is to remove the fixity of income — the 
rigid part of the condition must be made to 
yield to your inteligence and ingenuity. Posi­
tions are not necessarily prison sentences for 
life, and the man who prepares himself for re­
sponsible work can market his services in an 
era of high prices, on a basis commensurate 
with the prices of other commodities. The rem­
edy does not lie in a too-ready acceptance of a 
fixed income and an unjust limitation of buying 
power, but in vigorous preparation for useful­
ness and a proper marketing of developed ca­
pacity.
WHAT have you available in your Culture Account? Would an analysis disclose a knowledge of poetry, a familiarity with good 
prose, an appreciation of art, an understanding 
of music, a knowledge of history, the possession 
of a modern language, a control of the prin­
ciples of politics and statecraft? Do your men­
tal resources consist solely of the tools of trade 
—the pick and axe which you wield for daily 
bread? If you plead guilty to bankruptcy in 
culture in this day of grace, shame on you!
My barber, foreign-born, can educate you in 
music—he hears more operas in a season than 
many prosperous Americans do in a decade. I 
am acquainted with a chauffeur, foreign-born, 
with a small and limited income, who is an 
expert on ceramics—if the word is unfamiliar, 
look it up. I know a stenographer, foreign- 
born, who writes most creditable verse; an ac­
countant, foreign-born, who speaks five lan­
guages. I also know many Americans, native- 
born, who by reason of early advantages and 
college training have respectable Culture Ac­
counts.
As a nation and as individuals, however, we 
are vocationally strong, culturally weak. Apply 
the remedy—two hours a week, well directed, 
will accumulate a respectable balance within a 
year and provide you with some measure of the 
joy of life to which you are entitled.
In negotiation and argument be content to give a 
foot to gain a yard—a wise man is willing to trade 
fifty cents for a dollar.
A man who would rather have his own way in 
an argument than to sell goods had better keep off 
the road.
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of Ac­
count­
ing
The
Employ­
ment
Question
KNOWLEDGE of Account­ing is one of the most im­portant subjects for any one, 
and especially engineers, to know 
in order to advance in Modem 
Business, according to the anony­
mous donor of $600,000 to Colum­
bia University for a School of 
Business.
In his letter to President Butler, 
the donor says in part:
“For many years I have urged 
upon the men controlling educa­
tional institutions the desirability 
and necessity for a branch of study 
that would give a knowledge of 
business. There are scores of men 
who must follow a business career 
to every man who can have a pro­
fession. Again: The professional 
man, in a large majority of cases, 
especially engineers, will look for­
ward to the time when he can em­
ploy professionals, or to the time 
when his success in his profession 
will place him in the management 
of a large property. But if he has 
no knowledge of business, especial­
ly a knowledge of accounting, how 
can he expect to direct others who 
possess such knowledge?
“Scores of times, during the last 
third of a century, have I had 
young engineers, fresh from col­
lege, apply to me for employment, 
and almost invariably they have 
stated that the amount of the sal­
ary was a secondary consideration, 
that their desire was to get em­
ployment with our company, where 
they would have prospects of 
eventually reaching the position of 
manager of one of our properties. 
I generally asked them if they 
had a knowledge of accounting. 
Almost invariably they had not. I 
would advise them to take a six 
months’ course in a commercial 
school and then again make appli­
cation for employment.
“During the last twelve or fif­
teen years there has been an im­
provement, and fewer institutions 
turn out utterly helpless gradu­
ates.”
The above is but one of many 
evidences of the fact that Modern 
Business is placing greater and 
greater value upon a knowledge of 
Accounting and allied subjects as a 
prerequisite to commercial suc­
cess.
Developing the personal equipment of business or­ganizations is to-day a sub­
ject engrossing the minds of em­
ployers and captains of industry. 
Fifty years ago the perfection of 
physical equipment necessary for 
production demanded supreme at-
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tention, but accomplishment in this 
direction has been so stupendous 
within recent years that the oppor­
tunities for further development 
along the line of material equip­
ment have been well-nigh ex­
hausted. This is the opinion of F. 
C. Hendershott, of the New York 
Edison Company, as reported in an 
article appearing in The New York 
Evening World, November 21, 
1916.
Mr. Henderschott believes that 
the employment question is the 
most important problem confront­
ing the great corporations at this 
time. To build up a capable and 
permanent force of employees that 
will be loyal to the interests of 
their organization and will be 
happy in the performance of indi­
vidual duties is an achievement of 
no small moment. An employment 
department under the control of 
some responsible official should 
form part of the organization of 
every large company, Mr. Hender­
schott thinks, and intensive consid­
eration should be given to the em­
ployment or discharge of each 
member of the staff. Other fea­
tures, educational, recreational, and 
the like, should also be included in 
the functions of the employment 
department. Apropos of welfare 
work, Mr. Henderschott is quoted 
as saying: “The best way is to put 
it in the hands of the employees, 
encouraging and helping, but in no 
sense directing their recreational 
activities. Safety and education, 
however, are properly the direct 
concern of every employer of la­
bor.”
A concrete illustration of educa­
tional and welfare work in a large 
corporation is to be found in the 
New York Edison Company, of 
which Mr. Henderschott is head of 
the Bureau of Education. The ed­
ucational features include a Tech­
nical School, a Commercial School, 
and an Accounting School, offer­
ing courses designed to develop 
the efficiency of the employees. 
Among the welfare features are 
full compensations to injured em­
ployees, service annuities, savings 
and loan shares, as well as social 
and beneficial features derived 
from membership in the Employees’ 
Association.
To quote once more from Mr. 
Henderschott’s remarks, “The 
modem employer is coming to
realize that his true monument is 
not a great factory, but is a great, 
efficient, loyal, happy organiza­
tion.”
IT is estimated that about $25,- 000,000 was distributed by busi­ness organizations of New York 
in December to their employees as 
Christmas bonuses, and that ten 
times this sum was distributed 
throughout the country. The high 
cost of living is given as the imme­
diate cause of the bonuses, although 
the giving of bonuses as a business 
policy is more popular with em­
ployers than increasing wages.
American industries and business 
organizations have been unusually 
prosperous during the past year. 
This fact has made the granting of 
bonuses possible. The lead in cor­
poration giving was taken by the 
Guaranty Trust Company, which 
set aside $300,000 for distribution 
as bonuses among its employees. 
Many other organizations then did 
the same thing, the amounts set 
aside varying from twenty to five 
per cent. of the employee’s annual 
salary or wage.
Some of the largest concerns 
that gave bonuses to their em­
ployees are The American Tele­
phone & Telegraph Company; The 
Western Union Telegraph Com­
pany; The Standard Oil Company 
of New Jersey; The Atchison, To­
peka & Santa Fe Railroad; The 
United States Steel Company; The 
Jones & Laughlin Steel Company; 
The General Electric Company; 
The du Pont Powder Company; 
The National City Bank; and J. 
P. Morgan & Company.
Other organizations that either 
increased the wages of their em­
ployees or gave them substantial 
bonuses are The Liberty National 
Bank; The Equitable Trust Com­
pany; The National Surety Com­
pany; The Union Bag and Paper 
Company; The National Blank 
Book Company; The Henry Mail- 
lard Company; The Barrett Com­
pany; The Kohler & Campbell 
Company; The Aluminum Goods 
Manufacturing Company; The New 
York Stock Exchange; The New 
York Cotton Exchange; and The 
New York Produce Exchange.
The above concerns and organ­
izations are only a few that might 
be mentioned. The significant 
point is that Modern Business, in­
stead of appearing in the heartless 
light in which it is often carica­
tured, is actually mixing sentiment 
with business and finding it good 
sense to do so.
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is rapidly extending the foreign 
markets for American trade.
Mr. Vanderlip, because of his pa­
triotic interest in municipal, state, 
and national matters, and in educa­
tion, has been highly honored in 
many ways. He has been chairman 
of the Finance Committee of the 
New York Chamber of Commerce, 
and president of the New York 
Clearing House. He is a trustee of 
New York University and the Car­
negie Foundation, and a life trustee 
of the Massachusetts Institute of 
Technology. He has been the re­
cipient of many honorary degrees— 
among them LL.D.—from various 
colleges and universities.
Mr. Vanderlip is an intense be­
liever in continuous education for 
the man who would fully develop 
his latent powers. His own career 
is largely the result of intensive and 
constant study. He, more than any 
other one person, is responsible for 
the comprehensive educational sys­
tem which the National City Bank 
has worked out for the development 
of its one thousand or more em­
ployees. He is the author of nu­
merous addresses on economic and, 
financial subjects and of a widely 
read book called Business and Edu­
cation, an excerpt from which fol­
lows:
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“The changed scope, character, 
and methods of Modern Business 
have united to demand men with a 
training superior to anything that 
was ever needed before as the suc­
cessful commercial leaders of the 
future. That training cannot be had 
in the highly specialized processes 
of the routine work of the office. 
The practical school of experience 
is too wasteful as a teacher of gen­
eral principles. There will, of course, 
be the exceptional man who will 
come up through that routine train­
ing and dominate his field by the 
force of his intellect, but in the 
main the new condition of affairs 
demands a superior training such as 
only the schools can give.”
Any sketch, however brief, of Mr. 
Vanderlip’s life that left out all ref­
erence to his personality would be 
inexcusably weak, for Mr. Vander­
lip is a man that inspires not only 
loyalty and respect, but real affec­
tion, on the part of all with whom 
he has business or social relations. 
Affable and approachable, consider­
ate of others and wishing to help 
them in every way possible, simple
and straightforward in manner and 
speech, and always generous and 
just, he has built up an esprit de 
corps among his associates, from 
vice-presidents to office boys, that 
is little short of marvelous. If ever 
a man deserved the fullest measure 
of success, it is Frank A. Vanderlip, 
once machine-shop worker, now 
world banker, world patriot, and the 
highest-quality product of the magic 
American opportunities of to-day.
GEORGE W. MOORE, C.P.A. 
(W. Va.), Washington School of 
Accountancy, has accepted a posi­
tion on the staff of Price, Water- 
house & Company. Mr. Moore was 
formerly employed as General 
Bookkeeper for the National Bank 
of Washington.
LOUIS GANSNER, New York In­
stitute of Accountancy, has severed 
his connection with the Citizen’s 
Central National Bank to enter pub­
lic accounting practice on the staff 
of Lovejoy, Mather & Hough.
MAURICE CANTER, Detroit 
Technical Institute, has taken up his 
residence in New York City and has 
joined the staff of Henry Homes, 
C.P.A. Mr. Canter was formerly 
engaged in accounting work for the 
Ford Automobile Company.
 
Midyear Openings of Schools Giving Pace Courses
HE following is the schedule of the midyear opening dates of several of the Accountancy
Schools giving Pace Courses:
Pace Institute of Accountancy, Boston, Mass—Monday, Jan. 29
Buffalo School of Accountancy, Buffalo, N. Y.—Thursday, Feb. 1
Pace Institute of Accountancy, Hudson Terminal, N. Y.—Thursday, Feb. 1
Cleveland School of Accountancy, Cleveland, Ohio—Friday, Feb. 2
New York Institute of Accountancy, 23d St. Y. M. C. A., N. Y.—Friday, Feb. 2
Newark School of Accountancy, Newark, N. J.—Monday, Feb. 5
Detroit Technical Institute, Detroit, Mich.—Monday, Feb. 5
Accountancy Institute of Brooklyn, Central Y. M. C. A., B’klyn, Tues., Feb. 6
Baltimore Institute of Accountancy, Baltimore, Md.—Thursday, Feb. 8
Washington School of Accountancy,   Washington, D. C.—Friday, Feb. 9
Chicago School of Accountancy, Chicago, Ill.—Wednesday, Feb. 7
St. Louis School of Accountancy, St. Louis, Mo.—Thursday, Feb. 8
The meeting hour for each opening session is 7:45 P.M. There will be thoughtful addresses on 
various practical aspects of Accountancy and Business Administration. In every case the speaker 
will be either Homer S. Pace, C.P.A., or Charles A. Pace, of the New York Bar. All who are 
interested in Business as a profession, and in the educational preparation for that profession, are 
invited to attend, without any obligation whatever to enroll.
PACE PACE
Pace Standardized Courses in Accountancy, Business Administration, Oral Expression, and English, in Residence and by Extension 
30 Church Street New York
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THE proper use of 
shall and will is 
one of the most 
perplexing as­
pects of Gram­
mar — needlessly 
perplexing, to a 
considerable de­
gree, as will be 
observed from a
study of this article.
Shall and will always express one 
of two thoughts—futurity or voli­
tion. By futurity is meant what is 
thought of as destined to come to 
pass in the natural order of events, 
without any intervention on the 
part of the framer or the subject 
of the sentence. By volition is 
meant what is destined to come to 
pass as a direct result of interven­
tion on the part of the framer or 
the subject of the sentence. Voli­
tion may take the form of a prom­
ise, an intention, a determination 
or a resolution, a threat, a wish, a 
command, a request, a desire, a per­
mission. The first question to be 
settled by the framer of the sen­
tence is whether he wishes to ex­
press futurity or volition. In many 
cases, of course, either futurity or 
volition may be defended.
It is convenient to think of shall 
and will as being used in one of 
three separate kinds of word-com­
binations—in independent clauses, 
in dependent clauses, or in ques­
tions. Although there are a few 
exceptions to the following prin­
ciples governing the use of shall 
and will, what is said holds true in 
the majority of cases.
In Independent Clauses.
In order to express futurity, use 
shall with I and we and will with 
all other subjects. In order to ex­
press volition, use will with I and 
we and shall with all other sub­
jects.
In Dependent Clauses—
First Subdivision
In noun clauses introduced by 
that, expressed or understood, with 
a subject different from the sub­
ject of the main verb, to express 
futurity, use shall with I and we, 
and will with all other subjects, and 
to express volition, use will with 
I and we, and shall with all other 
subjects.
These are the same rules as gov­
ern the use of shall and will in in­
dependent clauses.
In Dependent Clauses— 
Second Subdivision
In all other dependent clauses, to 
express futurity, use shall, and to 
express volition, use will, no mat­
ter what the subject may be.
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In this classification belong noun 
clauses introduced by that, with the 
subject the same as the subject of 
the main verb; dependent clauses 
introduced by relative pronouns — 
who, which, whoever, whatever, 
and the like; and dependent clauses 
introduced by such conjunctive 
words as if, unless, though, since, 
when, and whenever.
In Questions
Always say shall I and shall we, 
for the speaker is presumed to know 
his own will.
In all other questions use shall 
in the question if shall is expected 
in the reply, and will in the ques­
tion if will is expected in the reply.
Steps of Procedure
To use shall and will correctly, 
then, observe the following se­
quence of thought:
Thought to be expressed—futur­
ity or volition.
Word-combination used — inde­
pendent clause, dependent clause 
(which subdivision), question.
Rule involved.
Application of rule.
Examples
The blanks in the following sen­
tences mean that shall and will is 
to be considered for insertion.
I----------------------write the letter.
Thought to be expressed—voli­
tion.
Word-combination — independent 
clause.
Rule involved—use will after I, 
to express volition.
Application of rule—I will write 
the letter, is correct.
Or,
Thought to be expressed—fu­
turity.
Word-combination — independent 
clause.
Rule involved—use shall after I, 
to express futurity.
Application of rule—I shall write 
the letter, is correct.
You----------------be expected to be
present at the conference to-day.
Thought to be expressed—fu­
turity.
Word-combination — independent 
clause.
Rule involved—use will after all 
subjects except I and we, to express 
futurity.
Application of rule—You will be 
expected to be present at the con­
ference to-day, is correct.
The horses ---------------  be shod
this afternoon.
Thought to be expressed—futur­
ity.
Word-combination — independent 
clause.
Rule involved—use will after all 
subjects except I and we, to ex­
press futurity.
Application of rule—The horses 
will be shod this afternoon, is cor­
rect.
Or,
Thought to be expressed—voli­
tion.
Word-combination — independent 
clause.
Rule involved—use shall after all 
subjects except I and we, to express 
volition.
Application of rule—The horses 
shall be shod this afternoon, is cor­
rect.
The boys ----------------be punished
for their mischievous conduct.
Thought to be expressed—voli­
tion.
Word-combination — independent 
clause.
Rule involved—use shall after all 
subjects except I and we, to ex­
press volition.
Application of rule—The boys 
shall be punished for their mis­
chievous behavior, is correct.
Or,
Thought to be expressed—futurity.
Word-combination — independent 
clause.
Rule involved—use will after all 
subjects except I and we, to ex­
press futurity.
Application of rule—The boys 
will be punished for their mis­
chievous behavior, is correct.
My friend says that he ------------
not be able to attend the meeting.
Thought to be expressed—futur­
ity.
Word-combination — second sub­
division of dependent clauses.
Rule involved—use shall with all 
subjects, to express futurity.
Application of rule—My friend 
says that he shall not be able to 
attend the meeting, is correct.
John has told me that his sister
---------------- attend college in the
fall.
Thought to be expressed—fu­
turity.
Word-combination—first subdivi­
sion of dependent clause.
Rule involved—use will with all 
subjects except I and we, to ex­
press futurity.
Application of rule—John has 
told me that his sister will attend 
college in the fall, is correct.
Or,
Thought to be expressed—voli­
tion on John’s part.
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Word-combination—first subdivi­
sion of dependent clauses.
Rule involved—use shall with all 
subjects except I and we, to ex­
press volition.
Application of rule—John has 
told me that his sister shall attend 
college in the fall, is correct.
George insists that he----------------
go to the picnic.
Thought to be expressed—voli­
tion.
Word-combination—second sub­
division of dependent clauses.
Rule involved—use will with all 
subjects to express volition.
Application of rule—George in­
sists that he will go to the picnic, 
is correct.
George insists that his brother 
----------------go to the picnic.
Thought to be expressed—voli­
tion on George’s part.
Word-combination—first subdivi­
sion of dependent clauses.
Rule involved—use shall with all 
subjects except I and we, to ex­
press volition.
Application of rule—George in­
sists that his brother shall go to the 
picnic, is correct.
If it ---------------- appear that you
are right, I will apologize.
Thought to be expressed—fu­
turity.
Word-combination—second sub­
division of dependent clauses.
Rule involved—use shall with all 
subjects, to express futurity.
Application of rule—If it shall 
appear that you are right, I will 
apologize, is correct.
If Henry----------------pay the bill,
the suit will be dropped.
Thought to be expressed—voli­
tion on Henry’s part.
Word-combination—second sub­
division of dependent clauses.
Rule involved—use will with all 
subjects, to express volition.
Application of rule—If Henry 
will pay the bill, the suit will be 
dropped, is correct.
I request that you--------------- re­
main seated.
Thought to be expressed—voli­
tion on your part.
Word-combination—second sub­
division of dependent clauses.
Rule involved—use will with all 
subjects, to express volition.
Application of rule—I request 
that you will remain seated, is cor­
rect.
----------------we start now?
Thought to be expressed—fu­
turity.
Word-combination—a question.
Rule involved—use shall with I 
and we in all questions.
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Application of rule—Shall we 
start now? is correct.
----------------you receive the caller?
Thought to be expressed—voli­
tion because volition is implied in 
the answer “Yes, I will receive 
him.”
Word-combination—a question.
Rule involved—use will in the 
question, because will is expected 
in the answer.
Application of rule—Will you re­
ceive the caller? is correct.
Or,
Thought to be expressed—fu­
turity, as being your custom.
Word-combination—a question.
Rule involved—use shall in the 
question, because shall is expected 
in the answer.
Application of rule—Shall you re­
ceive the caller? is correct.
---------------- the lawyers adopt the
proposed resolution?
Thought to be expressed—fu­
turity, if the lawyers are thought of 
as accepting the resolution as a 
matter of course.
Word-combination—a question.
Rule involved—use will in the 
question, because will is expected 
in the answer.
Application of rule—Will the 
lawyers adopt the proposed resolu­
tion? is correct.
Or,
Thought to be expressed—voli­
tion on the part of the lawyers or 
of another agency.
Word-combination—a question.
Rule involved—use shall in the 
question, because shall is expected 
in the answer.
Application of rule—Shall the 
lawyers adopt the proposed reso­
lution?
Specials Points Regarding the Use 
of Shall and Will.
In a military order will with the 
second and third persons is correct, 
to express a command.
Example—You will (command on 
the part of a superior officer) take 
charge.
After the expressions It is (was, 
etc.) requested or desired, always 
use shall in the dependent clause.
Examples—It is requested that 
no employee shall leave before five 
o’clock.
It is desired that goods shall be 
sold for cash only.
I and we should be followed by 
shall in all expressions implying
courtesy—such expressions as be 
pleased, be glad, be happy, be hon­
ored, be favored, and the like.
Example—We shall be pleased to 
have you take luncheon with us at 
the Harvester Club.
The correct use of shall and will 
depends upon a mastery of the 
principles of usage laid down in this 
article. These principles are few 
in number; they are universally ap­
plicable; they are not difficult to 
learn. The conclusion therefore is 
inescapable that whoever constant­
ly confuses his wills and his shalls 
does so because of mental laziness 
or inexcusable ignorance.
ELIAS MANSFIELD, Los An­
geles School of Accountancy, is now 
living in New York City, where he is 
engaged in public accounting work 
on the staff of William A. Mulligan, 
C.P.A.
LESTER H. LYONS, Accountancy 
Institute of Brooklyn, has severed 
his connection with F. A. Sellers, C. 
P.A., to accept a post as Accountant 
for the All-Package Grocery Stores 
Company.
JOSEPH B. BAERNCOPF, New­
ark School of Accountancy, has sev­
ered his connection with the Public 
Service Corporation to accept a po­
sition as Auditor on the staff of S. 
H. Wolfe, Insurance Accountant.
ROBERT C. BEERS, Accountancy 
Institute of Brooklyn, has recently 
joined the staff of Arthur Young & 
Company. Mr. Beers was formerly 
connected with Philip B. Gaynor, 
C.P.A.
CHARLES R. LAW, New York In­
stitute of Accountancy, has taken up 
his residence in New York City and 
accepted a position as bookkeeper 
for the Maxim Munitions Corpora­
tion.
CHARLES E. WELDON, Pace In­
stitute of Accountancy, has accepted 
a position in the accounting depart­
ment of the Pacific Commercial 
Company. Mr. Weldon was for­
merly employed as bookkeeper for 
the Fessenden Cooperage Company.
EDWARD M. MILLER, Pace In­
stitute of Accountancy, has accepted 
a position as bookkeeper for the 
Concrete Steel Company. Mr. Mil­
ler was formerly employed by 
Messrs. Comstock & Washburn.
R. A. BODKIN, Accountancy In­
stitute of Brooklyn, is engaged in 
the practice of Public Accountancy 
at 80 Wall Street, as a member of 
the firm of Bodkin, Teschke & Co.
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In the above case the remainder 
would be a vested remainder, that 
is, it must come to C immediately 
upon the death of B, and if C is 
dead, to his heirs. A contingent re­
mainder is one which may become 
vested, but the estate may be de­
feated by the performance or non­
performance of a condition. For 
example, A grants an estate to B 
for life, with remainder to the heirs 
of C, who at the time of the grant 
is living. A living man does not 
have heirs, although he may have 
children, nephews, nieces, etc. If 
in the case given C dies before A, 
then, of course, C would have heirs 
and the heirs would take the estate. 
If on the other hand B dies before 
C, C would not have heirs and the 
remainder could not vest. Conse­
quently, a contingent remainder is 
one where no present interest 
passes because of an uncertainty as 
to whether there will be any one to 
take when the particular, or first, 
estate expires. In the case of a 
vested remainder, a present interest 
does pass and the remainderman can 
dispose of that interest, subject, of 
course, to the rights of the person 
holding the first or particular es­
tate.
REALIZING the great impor­tance of the subject of prac­tical accounting experience 
to all members and would-be mem­
bers of the Accountancy profes­
sion, the Committee on Education 
appointed by the American Asso­
ciation of Public Accountants 
(now reorganized as the Institute 
of Accountants) devoted its ener­
gies during the year which closed 
last September to an investigation 
and consideration of this vital 
question. The results of the Com­
mittee’s labors are given in their 
report, which was presented at the 
annual meeting of the Association.
Two important phases of the 
question of practical accounting 
experience are covered in the 
Committee’s report. The first 
phase is the construction placed by 
boards of examiners on the term 
“practical accounting experience” 
when used in the statutes, or 
in the rules of examination of 
candidates for the C.P.A. certifi­
cate. The second phase is that of 
the laboratory methods in use at 
various colleges and universities, 
which provide practical accounting 
experience for the undergraduate. 
It is stated in the report that be­
cause of insufficient time the inves­
tigation of the Committee had 
been limited to the courses given 
in colleges and in universities, al-
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though reference is made in the re­
port to the work of two private 
schools, the Pace & Pace course 
and the Walton course.
That the term “practical ac­
counting experience,” used in a 
state law is capable of being vari­
ously construed and thus of caus­
ing confusion or worse, is shown 
in the Committee on Education’s 
report. It is pointed out that the 
term in question is not defined or 
described in any state law when 
the phrase is used alone; nor is 
the full nature or extent of the 
term disclosed when it is used in 
apparent contrast to “public ac­
counting.” To quote from the re­
port: “Some of these state laws 
seem to distinguish between ‘prac­
tical accounting experience’ gained 
in public practice from that ac­
quired elsewhere. This distinc­
tion exists in no less than twelve 
states. The general term ‘practical 
accounting,’ or words of similar 
import, used by itself, unlimited, 
undefined, unrestricted in meaning, 
not distinguished from public ex­
perience, exists in the laws of a 
majority of the states. Other 
state laws construe two or more 
years’ study in an accounting
Accounting Systems and 
Supplies-Personal Service
YEARS of experience enable us to give your work intelligent and careful attention.—Special thought 
is given to designing forms for your individual 
needs—the service is personal, intimate, helpful
school as the equivalent of train­
ing in the office of a public ac­
countant. Several boards have 
construed the accounting experi­
ence gained by a chief bookkeeper 
or auditor of a large business ven­
ture, if extensive, as practical ex­
perience sufficient to meet the re­
quirements. Six states have no ex­
perience requirements whatever 
embodied in their laws.
“This loose phraseology has 
caused intolerable mischief. But 
to the credit of by far the larger 
number of the state boards be it 
said that they have sought (after 
the miserable waiver clause—when 
that existed—had expired) to pre­
vent practical accounting from be­
ing held idem significans with 
bookkeeping.”
The Committee expresses the be­
lief that but little injury has re­
sulted thus far to the Accountancy 
profession from the lack of stand­
ardization of requirements, except 
where the “waiver clause” has low­
ered the value of the C.P.A. cer­
tificate in several instances.
Under the section of the report 
devoted to laboratory methods the 
Association’s Committee on Edu­
cation gives a description of the 
work classifying under the term, 
and a report on departments of 
commerce and accounts in Ameri­
can universities and colleges.
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schools like the common 
public schools will grow in 
number and influence as the de­
mand increases, not only for popu­
lar education, but also for a con­
tinuous education which lasts far 
beyond the ‘school days’ of the ac­
tive man, whether he be mechanic, 
professional, or business man.” 
This opinion was expressed by Dr. 
Lee Galloway of New York Uni­
versity in an article appearing re­
cently in The Annals of the Amer­
ican Academy of Political and So­
cial Science.
“The extent of the influence of 
correspondence schools at the 
present time may be judged by 
the vast armies of students en­
rolled and by the immense expend­
itures made in preparing and an­
nouncing the courses of instruc­
tion,” says Dr. Galloway. “Thou­
sands of men and women are in­
spired to undertake educational 
work, and where high ideals and 
standards are maintained by the 
schools, great is their power for 
good.”
Dr. Galloway classifies the 
courses offered in correspondence 
schools into three groups: (1) gen­
eral training in fundamental sub­
jects, (2) specialized technical 
training (such as the Pace Ac­
countancy Course), and (3) general 
commercial training. The text and 
lesson material used by the schools 
and the service rendered to the 
students are also discussed by Dr. 
Galloway. Emphasis is laid on the 
need for the right kind of criti­
cism and help for the student, and 
on the value of encouragement to 
those whose enthusiasm has begun 
to wane or whose path is beset 
with difficulties.
SPECIAL commercial news 
bulletin found its way to our 
desk the other day. It is so
pat and tersely worded that we ap­
pend it.
“Believing that a salesman’s ad­
dress is a big factor in his ultimate 
success the National Cash Register 
Company is devoting its energies 
to developing salesmen along that 
line. It is conducting classes in 
voice culture, encouraging the men 
to study Business English, and 
continually emphasizing how im­
portant it is to use the right word 
in the right way.
“While this may seem rather far­
fetched to some of us, and while 
we are apt to think that ‘how we 
say it’ is of small consequence, still 
we must admit that being able to
A
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express our thoughts clearly, 
smoothly, and in good English is 
a decided asset—especially in sell­
ing to the better classes of business 
executives who might look down 
on a salesman not his equal in this 
respect. If you will think back 
over your early experience in sell­
ing, you will doubtless recall vari­
ous sales where a better knowl­
edge of the choice and application 
of words would have made the 
sledding much easier.
“Perhaps the most serious mis­
take made by most salesmen in 
selecting words is to overindulge 
in superlatives—words we use to 
describe our goods or our service. 
The National Cash Register Com­
pany impress upon their men that 
it is dangerous to use superlatives 
in selling. They even go so far as 
to hold that it is often better to 
underestimate a quality, than it is 
to overestimate it.
“The reason for this is quite 
plain if one stops to reason it out. 
When you describe a thing with 
such words as, ‘best’ ‘unsurpassed’ 
‘best in the world’ with a desire 
to exaggerate, even if your pro­
duct is the best in the world, he 
won’t believe it just because you 
say so, so he discounts your state­
ment, and, of course, discounts 
your entire selling talk likewise. 
He puts you down as being over- 
enthusiastic. Your statements don’t 
ring true.
“On the other hand, it is human 
nature to credit a man with more 
than he claims, if he states his 
claims with a depreciating smile 
and in a soft tone. It rings truer 
when you tell a man that with one 
exception your goods are the best 
on the market, than it does to use 
the tongue-worn expression ‘best 
in the world.’ Your prospect will 
regard one as a reserved and frank 
statement of fact, while the other 
will be merely an expression.
“Taken individually, cases where 
superlative phrases are extrava­
gantly used are not of serious con­
sequence. They would not make 
or break a sale. But where they 
get in their deadly work is in giv­
ing ‘tone’ to our character. And 
that is quite a serious matter, be­
cause it directly affects a buyer’s 
confidence in us, and as we all 
know confidence must be the first 
step in a sale.
“Successful writers of sales lit­
erature, especially in businesses 
where results from each letter can 
be carefully checked, declare that 
fifty percent of writing a winning 
letter is to give it a ‘tone’ of sin­
cerity. And they do this by care­
fully refraining from using words 
or statements that might sound the 
least exaggerated. Some mail or­
der houses carry this so far that 
they deliberately understate a 
value, rather than make a state­
ment which, though true, could not 
be readily believed. Watch your 
little words. ‘Don’t overindulge in 
superlatives. Above all avoid 
meaningless generalities.’ ”
QUESTIONS arising in con­nection with the systems of accounts prescribed for tele­
phone companies by the Inter­
state Commerce Commission may 
be answered in many cases by con­
sulting Accounting Bulletin No. 11, 
issued by the Commission a few 
months ago. “This accounting bul­
letin contains answers to account­
ing questions which have been 
raised since the issuance of the 
systems of accounts and is pub­
lished in order that uniformity may 
be had in the application of the 
rules laid down in the systems of 
accounts. It is supplementary to, 
and should be used in conjunction 
with, the systems of accounts pre­
scribed for Class A, Class B, and 
Class C companies.” The forego­
ing quotation is taken from an ar­
ticle on Accounting Classifications 
published in the Telephone Engi­
neer, September, 1916.
THE Year Book (1916) of the Institute of Accountants in the United States of America (in­
cluding the American Association 
of Public Accountants) contains, in 
particular, three records which 
should be in the library of every 
student of Accountancy:
A Directory of the thousand Pub­
lic Accountants who are members 
of the Institute.
The C.P.A. Laws of the 40 states 
which recognize, by legal enact­
ments, the Profession of Account­
ancy.
Specific information in regard to 
the Departments of Commerce and 
Accounts in the Universities and 
Colleges of the United States.
We take this opportunity to sug­
gest that $1.65 is a very reasonable 
price for these records, together 
with all the Convention reports of 
the Institute. Order direct from 
The Ronald Press, New York, men­
tioning The Pace Student.
Tele­
phone
Ac­
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Valu­
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"THIS is sure a fine place to 
work in,if you say it quick!” 
exclaimed Tom, disgustedly. 
“A fat chance a fellow has to get 
ahead here! All those ginks in the 
front office think about is profits 
and dividends. They don’t care a 
tinker’s hurrah about us poor boobs 
that do all the work except to get 
as much as they can out of us with­
out paying any more than they have 
to. Talk about opportunities for a 
chap to get ahead. Nothing but 
‘bull,’ and it’s worse here than any­
where else I know of.”
“Quite an anarchist this Saturday 
afternoon, aren’t you?” commented 
Walter drily. “Everything that is in 
Business is wrong, and especially in 
the concern in which you earn your 
bread and butter; and all because 
you’ve made a mistake in your trial 
balance and have to stay here over­
time on Saturday! Your reasoning 
power does you great credit!”
“That’s all right. Make fun of me 
if you want to,” rejoined Tom, net­
tled at Walter’s ironical reply; “but 
I’d like to know where this old 
sweat-box would go if it wasn’t for 
fellows like us. It wouldn’t last a 
year; it would go on the rocks the 
first thing you know.”
“Get back to earth!” answered 
Walter. “You’re not saying any­
thing; you’re just exercising your 
jaws, and you know it. You’ve got 
a splendid chance for promotion
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right here; so have I; so has every 
other young fellow that develops 
his usefulness for a bigger thing 
than he’s doing. It’s simply a ques­
tion of delivering the goods.”
“Like fun it is!” began Tom, 
grouchily.
“You’ve talked enough,” continued 
Walter, regardless of Tom’s inter­
ruption. “It’s my turn now. You 
spoke about the men in the front 
offices. Every one of them fought 
his way up to where he is now from 
a routine job, and most of them be­
gan with this company. And there 
was one thing that they all had from 
the start and always kept, whether 
you know it or not.”
“What was that?” queried Tom, 
showing a little interest.
“Loyalty,” snapped Walter, “Loy­
alty to their jobs, loyalty to the 
officers, loyalty to the organization. 
If things went askew with them, 
they didn’t begin to pan everybody 
and everything in sight; and they’ve 
got ahead. So will you, if you wait 
awhile and show that you are loy­
ally devoted to the best interests of 
the company. If you keep on snarl­
ing and crabbing, you’ll stay where 
you are or be kicked out. Mark 
what I tell you!”
“I guess there’s something in what 
you say,” replied Tom, his common 
sense returning, especially now that 
he had recalled the oversight that 
had caused the trouble in his trial 
balance. “I’ll try to keep the lid on 
my temper. I know you don’t get 
anything by letting off steam.”
Tom has come to his senses. No­
body gains anything, even under try­
ing circumstances, by saying spite­
ful, disloyal things about the organ­
ization. One of the most valuable 
qualities that any man can possess 
who wishes to progress and succeed 
in Business is loyalty. It is loyalty 
that makes personal and organiza­
tion achievement possible. Walter 
knows that to be true, and Tom will 
have to learn its truth before he can 
give the best of himself to his daily 
work, and thereby brighten his 
chances for advancement.
HARRIE I. WEINER, Account­
ancy Institute of Brooklyn, has re­
cently entered the practice of public 
accounting on the staff of the Twen­
tieth Century Audit Company.
RICHARD FITZGERALD, New 
York Institute of Accountancy, has 
accepted the Comptrollership of 
Marsden, Orth & Hastings. Mr. 
FitzGerald’s broad experience in ac­
countancy practice eminently quali­
fies him for the important duties of 
his new position.
Judging from the Past
Every year the demand for copies of The Annual Review of The Annalist, issued the first 
week in January, exceeds the supply and the edition is quickly exhausted.
The Annual Review of The Annalist contains the most complete and 
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found in any publication.
Forecasts of the commercial prospects for the coming year occupy an important place
Tabular and Statistical data gathered together in reviews form a 
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opment of the United States can draw without stint.
To anticipate the demand for The Annual Review and to place these facts within reach of 
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address, postpaid, on receipt of 50 cents, money or stamps.
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